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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

R

How does this goal align with or support your dealer’s vision? 
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you? 

RM TS ASpecific Measurable Achievable Relevant Time bound

PARTS HOMEWORK – ACTION PLAN
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

A TS M

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles? Potential Solutions?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

R

How will you track your progress? Where will you find the information? How often will you check in? 

A TS M

A A

S M T

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and 
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits 
that produced poor results? Be specific.

S A

PARTS HOMEWORK – ACTION PLAN

What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  


	How does this goal align with or support your dealers vision: I will increase counter gross profit percentage of sales from 30.58% end of 2020 to 41.00% by August 31, 2021. 
	1: This goal aligns with our Vision of “providing best in class service to each client to make a customer for life”. By doing so we have deserved the right to make the margins we set and there is no need to discount. 
Being a small parts department, it is even more so important that we retain the gross % profit margins necessary to sustain the department. By not doing so will mean that we are not able to employee nor support other departments to the full extent allowable. 
This goal is important to me because this is the one area that we have full control of. By achieving this goal we are effectively showing that we have the right people and the right process in place to say that we are a strong department. 
	SPECIFIC ACTION STEPRow1: Monitor Calls
	NECESSARY RESOURCESRow1: Y
	WHO IS ACCOUNTABLERow1: Michelle/Diana
	EXPECTED RESULTRow1: 4/1/21
	EXPECTED COMPLETION DATERow1: on-going
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Weekly Meeting
	NECESSARY RESOURCESRow2: Y
	WHO IS ACCOUNTABLERow2: Michelle/Diana
	EXPECTED RESULTRow2: 4/1/21
	EXPECTED COMPLETION DATERow2: on-going
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Training
	NECESSARY RESOURCESRow3: Y
	WHO IS ACCOUNTABLERow3: Al/Michelle/Diana
	EXPECTED RESULTRow3: 4/1/21
	EXPECTED COMPLETION DATERow3: 8/31/21
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Display Area
	NECESSARY RESOURCESRow4: N
	WHO IS ACCOUNTABLERow4: Michelle/Diana
	EXPECTED RESULTRow4: 4/1/21
	EXPECTED COMPLETION DATERow4: on-going
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Curbside Pickup
	NECESSARY RESOURCESRow5: N
	WHO IS ACCOUNTABLERow5: Michelle/Diana
	EXPECTED RESULTRow5: 4/1/21
	EXPECTED COMPLETION DATERow5: on-going
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: I will track my progress during my weekly meeting with my Parts Manager. Also at end of month when reviewing the financial statement. We will recap and discuss area of success, failure or challenges/opportunities.
	A_2: 1. Not getting 100% buy in from team
2. Not having an actual front counter
	A_3: 1. Weekly meeting with Parts team to keep everyone on the same page. Keep everyone motivated and inspired. 
2. We must overcome this by making a display area in the service area as well as the showroom. Then implement curbside pickup.
	R: The financial impact this has by getting to 41% is $19,395
	S: To ensure we do not lose site of maintaining our goals we must continue to keep this at top of mind by tracking it. Recognize when we are behind to make the corrections necessary to get back on track. 
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